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New “Golden Pig Service” trailers debut for intermodal servic 


New Look for Piggyback 


The introduction of new 45-foot trailers 
with an eye-catching “Golden Pig Ser- 
vice” identification on them began in De- 
cember with the delivery of the first of 300 
trailers to be used on our Los Angeles-to- 
Memphis and Los Angeles-to-Portland 
routes. 

The longer trailers—a shift from the 
standard 40-foot length which now pre- 
dominates within the industry—are popu- 
far among shippers and are designed to 
increase SP’s market share. im 


1981 Net Income Up 
8% Over Previous Year 


Southern Pacific Company had 1981 
annual net income (unaudited) of $167.7 
million, or $6.18 a share. This was 8 per- 
cent higher than 1980’s $155.9 million, or 
$5.78 a share. Total operating revenues in 
1981 were $3.3 billion, up 14 percent 
from the $2.9 billion reported in 1980. 

SP Chairman B. F. Biaggini said that as 
in the general business community, the na- 
tional economic recession tightened its 
grip on some SP activities in the second 
half of 1981. SP was led to a successful 
year, however, by a strong first-half per- 
formance by the company’s railroads, and 
good full-year results from land activities, 
pipelines, communications and leasing 
operations. 

* Railroad: Operating income was $84 
million in 1981, compared to $93.3 mil- 
lion the year before. 

* Real Estate and Natural Resources: 
1981's operating income was $81.4 mil- 
lion, a 30 percent increase over 1980. 

© Pipeline: Operating income of $36.5 
million for 1981 was $2.7 million greater 
than 1980. 

© SP Communications: Operating in- 


come was $34.1 million from 1981 reve- 
nues of $234.5 million. In 1980, after ad- 
justments for unauthorized use of the 
communications system and higher credit 
risks, an operating loss of $1.9 million 
was recorded on revenues of $152 million. 

* The PMT System: 1981 operating 
loss was $22.2 million, compared to $7.3 
million loss in the preceding year. 

* Ticor: Pre-tax income for 1981 was 
$10.9 million, down from the $26.4 mil- 
lion reported the year earlier. 

* Bankers Leasing: 1981 pre-tax in- 
come of $17.5 million was 75 percent 
above 1980. O 


SP’s Optimistic About 
AT&T Agreement 


In early January, the Justice Depart- 
ment reached an agreement in its antitrust 
suit against American Telephone and Tele- 
graph Company. The settlement, which is 
still pending, would require AT&T to di- 
vest itself of all local telephone service 
companies, and would permit AT&T to 
emter unregulated businesses such as 
computer and communications equipment 
markets. 

Chairman B.F Biaggini offered his re- 
action to the AT&T issue: “We are en- 
couraged by the pending settlement of 
the government’s antitrust case against 
AT&T. It appears that the settlement 
would incorporate many of the points that 
we have been seeking through legislative 
and judicial remedies to achieve fair com- 
petition in providing telecommunications 
services. 

“Settlement of the government's anti- 
trust suit gives us an optimistic view of the 
ultimate outcome of SP Communication 
Company’s antitrust action against AT&T 
because many of the issues in both cases 
are identical.” a 


Strategies for a Super Sales Season 


As the railroad’s sales force gathered 
near Phoenix, Ariz. last month for their 
third annual sales conference, the San 
Francisco 49ers faced the Dallas Cowboys 
at Candlestick Park in San Francisco. The 
game was over before formal proceedings 
began, but not before two or three dozen 
SP people had crowded in front of a con- 
vention center television to demonstrate 
their loyalty to their home teams. 

As the Cowboys came from behind, not 
a single 49er fan seemed to be in the 
room. “Go Cowboys,” was the cry. 
Clearly, the Texas sales force was there, 
but where were all the California reps and 
the people from the General Office? 

When the 49ers scored approximately 
58 seconds before the end of the fourth 
quarter, winning the right to go to the 
Super Bowl, that question was answered. 


The California contingent, noisily, went 
mad with joy. 

For many SP people, the 49er victory 
seemed to have a special meaning. When 
the almost 400-member group gathered at 
a banquet later, a 49er helmet altered to 
feature an SP instead of an SF appeared on 
the audiovisual screen. As Vice President- 
Operations Rob Krebs remarked, SP is 
like the 49ers: people are still thinking 
about this railroad’s performance from 
two years ago—not as one of today’s top 
contenders in rail transportation. 

But there is no Super Bowl for rail- 
roads, no mass TV audience standing 
ready to applaud SP’s 90 percent on-time, 
dock-to-dock service. This is where our 
sales people come in. 

SP’s sales force tells our audience, the 


shippers, that SP is a serious contender. 
The sales people are the ball carriers on 
this railroad, and with help from their 
coaches (top management), they score the 
points that keep the railroad in business. 

And business was first on the agenda at 
8:00 the next morning as Chairman B.F 
Biaggini gave his views of the larger over- 
all economy within which the railroad 
operates. He spoke of the dangers of 
inflation, the opportunities and limits of 
automation, the Reagan economic pack- 
age, its impact on SP and how SP can help 
the American economy. 

“As the Jow-cost producer of transpor- 
tation services, we can help American 
industry make its way in domestic and 
international markets,” Biaggini said, “by 
working intelligently to produce a high- 
quality product.” 

Biaggini reflected on the optimistic 
forecasts made in November, 1980. The 


Phoenix Sales Representative Ken Clayton 
wou top billing in the President's Club because 
his shippers are already committed to bringing 
$4 million worth of business to SP. with a-po- 
tential $10 million still being negotiated. 


Vice President-Sales Bob Wynkoop (left), Subgerente de Trafico-NdeM Eduardo Cota (center) 


and Chairman BF Biaggini (right) relaxed at the opening night banquet. 


Vice President Bob Sharp takes on a problem 
instead of a cup of coffee at one of the breaks. 


SN 


Toronto Sales Representative Davi 


man at the Monday morning coffee break. 


¢ Bartley (left), President Denman 
McNear (center) and El Centro Territory Sales Manager Gene Hardy- 


in their territories. 


Anaheim District Sales Manager Ed Leahy (left) and Cotton Belt Vice 
President-Sales Ed Brown review strategies for helping out shippers 


railroad was able to make mid-course cor- 
rections when “the economic window was 
slammed in our face” in July, 1981. Biag- 
gini commended the Operating Depart- 
ment for keeping the railroad efficient in 
spite of the recession. 

He also spoke of the future, and how 
contracts with shippers may one day re- 
place tariffs. Railroads and shippers are 
already able to negotiate fair deals for 
both, thanks to deregulation, he said. 

Although 1981 was a good year for 
Southern Pacific, considering the re- 
cession, Biaggini looks for better results 
in the years to come. The sales people are 
crucial in this effort, which is why they 
were gathered outside Phoenix to hear the 
word from their coaches. 

Besides Biaggini, Vice President-Sales 
Bob Wynkoop introduced speakers from 
the transportation company: Denman 
McNear, president; Larry Hoyt, executive 
vice president-corporate relations; Alan 
DeMoss, chairman-PMT; Rob Krebs, vice 
president-operations; Eric Johnson, vice 
president and controller; Bob King, vice 
president-traffic, Bob Sharp, vice presi- 
dent in the Traffic Department; Yogi 
Sethi, asst. vice president-pricing; Ken 
Bosanko, asst. vice president-market 
planning and Joe Neal, asst. vice presi- 
dent-intermodal operations. 

Special programs are underway to de- 
velop traffic to Mexico and to Pacific Rim 
trading partners like Japan, Hong Kong, 
China, Taiwan, Singapore, the Philippines 
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and Indonesia, and 1982 was emphasized 


as SP’s year to put the accent on interna- 


tional trade. Also among the speakers 
were Paul Connors, Michael Ruhleder and 
Charles Peterson, representing SP Inter- 
national; Jack Breen, asst. vice president 
traffic services-Mexico and special guest 
Eduardo Cota, head of traffic for the Fer- 
rocarriles Nacionales de Mexico (NdeM). 

Cota, who had earlier worked with SP 
de Mexico (part of the NdeM system), 
spoke of his sincere regard for SP and his 
hope that SP and NdeM could keep traffic 
on their lines instead of using highways or 


> Pile 
The conference gave old friends a chance to 
renew acquaintance. Administrative Assistant- 
pricing Max Spaulding (left) and retired 
Phoenix Area Sales Manager George Shaffer 
recalled some old battles for business. 


sea lanes. As Mexico continues its phe- 
nomenal growth, NdeM’s volume of 
traffic will continue to grow too. 


he sales force heard the good news 
first. King reminded the sales staff. 
of the great strengths of Southern 
Pacific: 
« A sound basic structure. 
© Major gateways to and in areas of popu- 
lation growth. 
¢ Competitive service, thanks to an alert 
Operating Department and its cost 
efficiencies. 
¢ A strong physical plant and superior in- 
formation services like TOPS. TOPS is an 
excellent selling tool. 
© A total transportation service product 
with versatility: truck, rail, one-document 
international shipping, etc. 
© Consistent levels of service. 

King went on to tell our sales force, 
“You have to sell more and at a better 
profit.” He admitted that the economic 
forecasts are not good, that the competi- 
tion is strong, but urged the staff to fight 
to win and pointed the way to do so. 

King’s emphasis on the sound SP trans- 
portation service product was seconded by 
Krebs, who reviewed the company’s 
improved performance in the last two 
years in detail. Krebs also praised service 
contracts because they help the Operat- 
ing Department set priorities through 
clear communications with the Traffic 
Department. 


SP’s improved service was no news to 
sales people, who have been using hard 
evidence of it in their contacts with ship- 
pers. Computerized weekly service re- 
ports have been their sales tools for many 
months, and now, labeled “dock to docu- 
ments,” they’re being featured in the 1982 
advertising campaign (see back cover). 
The campaign focuses on SP’s commit- 
ment to deliver the goods to the shipper, 
not to a rail yard. SP is the only railroad 
to shift its emphasis from train schedules 
and transit times to dock-to-dock service. 


hile recognizing the ills of the 
economy, McNear emphasized 
the importance of return on in- 


vestment to stockholders. As many of the 
speakers did, McNear gave serious 
thought to the competition: 

SP sales people are up against strong 
rail operations, including the Western 
Pacific, Missouri Pacific, Union Pacific 
and the Santa Fe. In 1981, they faced the 
possible break up of one of our best inter- 
change partners, Conrail. Thanks to 
excellent leadership on the part of its 
CEO, L. Stanley Crane, this possibility is 
receding. 

Barges and trucks continue to receive 
subsidies in the form of government main- 
tenance of their rights of way. Meanwhile, 
all trucking firms with unionized labor, 
like our PMT, find themselves up against 


stiff competition from owner-operated 
trucks. 

In addition, two of SP’s most important 
traffic bases—lumber and automobiles— 
are hard hit by the current recession. 

But even though there’s less business, 
SP’s market share has increased, espe- 
cially in some profitable areas like metal- 
lic ores, metal products, chemicals and 
even motor vehicles. With that thought in 
mind, McNear posed the challenges for 
1982: 
¢ Transforming the railroad from a train 
schedule to a dock-to-dock operation and 


New Orleans SPISSW Sales Rep Phil Luch- 
singer has his share of railroad pins. The 
crossing signal on his lapel has battery- 
operated lights. 


responding to shipper interest in inter- 
modal transportation. 

* Filling up the Golden State route. 
There’s plenty of capacity there, McNear 
said, and it’s the best route between Kan- 
sas City and Southern California. 

* Regaining SP’s share of the perishable 
market. 

«Implementing market plans: pursuing 
the contract relationship with customers, 
getting longer and heavier hauls, getting 
back hauls, using our existing assets, 
emphasizing the economy of unit trains, 
developing more service and equipment 
contracts and generally aiming for more 
efficient routes and facilities. 

These points summarize how the SP 
sales force will get closer to its customers 
in the U.S., Mexico and the Far East. 

McNear also announced SP’s 1981 
Salesmasters (see next page). One of these 
is Phoenix Sales Representative Ken Clay- 
ton, 1981’s Sales Superstar, who com- 
mented about what 1982 has in store: 

“Business is down right now,” Clayton 
says, ‘‘but our service is ttemendously im- 
proved. The dock-to-dock selling ap- 
proach makes my job easier because 
shippers don’t care about yard-to-yard 
transit times as much as the time it takes 
to get the goods in their own hands. 

“Stull my job takes perseverance. You 
just can’t be turned away in today’s mar- 
ket. If a shipper says, ‘you can’t help me," 
you have to find an alternative. If the door 
is shut, try walking around the corner and 
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finding another way to help him.” 

As Biaggini said, “We have to be 
so valuable to our customer’s business 
that we’re like one of his own internal 
departments.” 


To quote our new vice president in the 
Traffic Department, Bob Sharp, “when the 
going gets tough, our sales people are going 
to get out there and win one for the ship- 
pers.” (Apologies to Knute Rockne.) 


One of the Family 


With this issue, the Southern Pacific 
Bulletin is now being printed by a member 
of the “SP Family”—Jeffries Lithograph 
Company. 

Jeffries, located in Carson, Calif. near 
Los Angeles, is the newest of the Ticor 
Printing Group companies. It special- 
izes in quality, high-speed commercial 
printing. 


PMT Driver Saves 
Traffic Accident Victim 


On his drive home from work last De- 
cember, Anaheim (Calif.) PMT Driver 
Tom Reinhardt saved the life of a traffic 
accident victim. 

At 1:30 a.m., Reinhardt spotted people 
in the roadway. He pulled over and ran 
back to find Debbie Simmons cradling her 
husband’s head in her lap. Because of in- 
juries received when he and his stalled 
vehicle were struck by a car, Ralph Sim- 
mons’ left leg was bleeding so heavily his 
life was endangered. 

Wrapping his hands around Simmons 
thigh to slow the bleeding, Reinhardt took 
control and directed others to set out flares 
and call the police. He stayed at his post 
even when a bystander said, “Don’t do 
anything; you could be sued.” 

“TI believe in people helping someone 
out,” Reinhardt said later. “It’s something 
you have to do.” O 


Bulletin Board 


Jim Brady, area sales manager at 
Houston, has been appointed to the Gov- 
ernor’s Task Force on Small Business. 
The committee will seek ways of easing 
the regulatory burden on small businesses 
in Texas. 

Richard Dawe, manager, market 
planning-lumber products at San Fran- 
cisco, passed the Interstate Commerce 
Commission practitioners examination. 

Bryan Lee, executive asst. at Houston, 
has been named to a special committee of 
the State of Texas to set up a system for 
state capital expenditures under the State 
Government Effectiveness Program. 
Committee members represent the busi- 
ness community throughout Texas. Bryan 
is the only representative from a railroad. 

Tommy Smith, manager of safety and 
personnel for the PMT System at Dallas, 
was named “Member of the Month” for 
December by the Texas Motor Transporta- 
tion Association. Oo 
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New computerized control 
system keeps tabs on 
70,000 items. 


The Purchases and Materials Depart- 
ment is bringing a state of the art inven- 
tory control system to its stores through- 
out the system. It is already in place in the 
Northern District, headquartered in Sac- 
ramento. By the end of September, the 
new system will expand to the three re- 
maining districts: first to Pine Bluff, then 
Los Angeles and finally Houston. 

The system is called PAMCO, an acro- 
nym for Purchases and Materials Control. 
Through PAMCO’s video display termi- 
nals (VDTs), microwave communications 
and IBM 3033 computer, buyers, section 
stockmen and P&M supervisors have up- 
to-the-minute details on their 70,000-item 
inventory. 

PAMCO records requisitions—and even 
returns—from using departments as well 
as receipt of materials from suppliers. It 
can locate any item stored anywhere on its 
system, which means P&M personnel can 
re-allocate surplus supplies and minimize 
swoljen inventories. This will mean fewer 
“out of stocks” yet fewer dollars invested 
in stockpiled supplies. 

At today’s high cost of borrowing 
money, corporations throughout the coun- 
try are trying to invest less precious cash 
in inventories. SP has $112 million in sup- 
plies sitting in its stores, and Vice 
President-Purchases Don Rose estimates 
that PAMCO can shave at least $5 million 
off that figure within a year of full opera- 
tion—a savings that more than covers the 
initial cost of installing the new system. 

Besides saving money, PAMCO will 
change the atmosphere and tempo of the 
P&M Department for the better, Rose 
says. The changes have already come to 
the Northern District, where PAMCO was 
installed and tested, first at the Roseville 
Diesel Ramp and then at RAMAC. 

Rich Armstrong is a section stockman 
at RAMAC, and he says, ‘“PAMCO is 
efficient and dependable. It has improved 
stocking and ordering and gives me all 
kinds of information. I can tell how much 
of any item Ill need in a year, the average 
monthly consumption, the primary ven- 
dor, the secondary vendor, their ad- 
dresses, the lead time on ordering and 
where items are in any P&M store on 
PAMCO.” 


RAMAC Section Stockman Rich Armstrong needs only three seconds to locate any one of 


70,000 items in P&M inventories with PAMCO. 


Armstrong was particularly elated the 
day the Bulletin contacted him because 
a fellow section stockman from Los 
Angeles had just telephoned him in des- 
perate need of an air brake valve. 

The air brake valve factory was out on 
strike, so ordering the part from the man- 
ufacturer was out of the question. Under 
the old P&M system, which fet users help 
themselves and relied on clerks walking 
the aisles of stores to spot shortages, 
Armstrong would have been unable to 
come to the Los Angeles man’s aid. 

“T knew I didn’t have an air brake valve, 
but I told him I'd call him back,” Arm- 
strong reported happily. “‘Then I used my 
VDT to find the valve at the Roseville 
One-Spot, and I had it sent to him.” 

When Los Angeles joins the PAMCO 
system later this year, section stockmen 
there will be able to accomplish this kind 
of search themselves. 

From the section stockman’s point of 
view, PAMCO’s help with ordering will be 
a terrific asset. Every day at a specified 
hour, they will be able to review a number 
of items recommended for ordering by the 
PAMCO computer. 

PAMCO minimizes paperwork for 
Purchases and Materials as well as 
Accounting. 


When an order for parts is generated by 
asection stockman, PAMCO knows which 
of its printers should type it up for signa- 
ture by a P&M officer. After signing, the 
order information is stored in memory at 
the General Office. This cuts down on 
people typing, filing and mailing papers. 

The Accounting Department gets in on 
the act when the bills come in. A pay 
voucher is printed after PAMCO has 
verified the accuracy of the bill and even 
calculated the payment terms most favor- 
able to SP’s cash flow. SPTCo Vice Presi- 
dent and Controller E.L. Johnson 
estimates that the computer's ability to 
automatically calculate favorable payment 
terms will result in significant savings. 

The prompt recording of arriving ship- 
ments also means that SP won't ever pay 
for materials not received or refuse to pay 
for materials which actually have arrived. 
This means better relations between the 
P&M buyers and suppliers. 

P&M’s “customers” —other SP depart- 
ments—will benefit too since out of 
stocks will be at an absolute minimum. 

As Armstrong says, ““When somebody 
asks for something, you like to be able to 
help them. With PAMCO, I can find any- 
thing. even if somebody's forgotten they 
need it until the last minute.” Oo 


7 


Trees in Alpine Meadows’ high altitude and 
cold temperatures have much slower growth 
rates. Forester Scott Warner (left) points out 
the limited growth to Forester Tim Feller and 
his wife, Joy. 


Northern California's Alpine Meadows 
Ski Area, which celebrates its 20th ski 
season this winter, has the reputation for 
being the ski area with the longest ski 
season at Lake Tahoe. Spring skiing— 
where short-sleeve shirts and shorts re- 
place insulated ski pants and down parkas 
—often lasts until the end of May. 

But this was a cold, mid-December 
morning. Members of the SP Land Com- 
pany’s staff and their families piled into 
cars and trucks at the Tahoe District’s 
headquarters in Grass Valley, Calif. and 
made the 14-hour trip to Alpine Meadows 
for a day of skiing. 

Thousands of skiers enjoy the chal- 
lenging runs and good snow at Alpine 
Meadows, but few realize that part of this 
2,000-acre resort is located on SP land. 
The top of Ward Peak, an 8,637-foot 
mountain where skiers catch a breath- 
taking view of 22-mile-long Lake Tahoe, 
is part of the 865 acres of SP land used by 
Alpine Meadows. Near the lodge at the 
base of Ward Peak, a bell from Southern 
Pacific steam locomotive No. 1760 has 
been mounted on a pine tree. Once used to 
signal the start of ski school classes, it 
now Serves as a reminder of the railroad’s 
role in developing the West. 

The land that Alpine Meadows leases 
from SP Land Company comes under the 
jurisdiction of Natural Resources’ Tahoe 
District. District Manager Chuck Edwards 
and his staff of eight manage the 130,000- 
acre district from their Grass Valley office. 

Most of the northern California timber- 
land, which forms a checkerboard pattern 
in the high Sierra Nevada west of Lake 
Tahoe, averages nearly a mile above sea 
level, but ranges in elevation from 1,500 
feet to over 8,500 feet. 

From late spring until early autumn, the 
foresters devote most of their time to field 
work in SP’s forests of pine and fir trees. 
Areas ready for harvesting are selected 
and prepared for ‘timber sales”—a pro- 
cess whereby timber companies submit 
bids for the right to cut trees in designated 


ine Meadows 


Below: Beginners, as well as experi- 
enced skiers, gather at Alpine Meadows 
Lodge before taking to the slopes. Left 
10 right: Foresters Scott Warner, Stan 
Shurtz, Dean Angelides, Dave Baker; 
Clerk-Typist Cathy Thomas and her 
children Jennifer and Jessica (in front); 
Stephanie and Michael Edwards, chil- 
dren of District Manager Chuck Ed- 
wards (back); Forester Tim Feller and 
his wife, Joy. 


Above: Lake Tahoe as seen from the top of Ward 
Peak. Right: Joy Feller gives 53-year-old Jessica 
Thomas a ride on her skis. 


areas under SP’s supervision. Reforesta- 
tion projects, using genetically superior 
seedlings, must be completed during the 
summer. Foresters also survey the land 
and search for superior tree stock— 
straight, fast-growing trees that demon- 
Strate a resistance to drought and disease. 
Seeds from these trees are collected for 
research and possibly to be grown for 
future planting stock. 

Not all of the land is well-suited for 
timber forests. The land leased by Alpine 
Meadows is a good example. The rocky 
terrain, high altitude and short growing 
season are not ideal conditions for com- 
mercial forestry operations, Edwards ex- 
plains. “In terms of land management, 
this part of SP’s forest is getting the best 
use possible as a recreational area. The 
area gets a lot of snow and it often lasts 
until summer,” Edwards says. “It’s great 
for skiers, but not for tree farming.” 


Above: With a few tips from Forester Deun Angelides, 
8-year-old Jennifer Thomas skied like a pro. Left: Forester 
Dave Baker enjoys the lunch-time break. 


Business Savvy 


The “Invader Burger” business cap- 
tured the undivided attention of the 
youngsters huddied in groups of three or 
four. These seventh graders weren’t test- 
ing their skills against the newest elec- 
tronic video game, they were deciding the 
fate of their mythical fast-food franchises. 
Should the profits be split among the em- 
ployees or should they be reinvested in the 
business? How much should the stock- 
holders get? Voices grew louder. Some 
discussions became quite heated. 

“It amazes me how savvy these kids 
are,” says Peta Penson, asst. manager, 
market development-consumer products. 
“One day I asked the class if anyone knew 
what the word ‘entrepreneur’ meant. One 
towhead raised her hand and announced in 
a blasé tone: ‘My mom's one.’ Sure 
enough, this youngster’s mother owns a 
small store.” 

Once a week during the fall semester, 
Penson and five other members of the 
Marketing Department at San Francisco 
volunteered to teach classes for Project 
Business, Junior Achievement’s economic 
education and career orientation program 
for seventh, eighth and ninth graders. 
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Peta Penson illustrates the concept of competition to a class of seventh graders in San Francisco. 


Penson and Kristen Jordan, asst. man- 
ager, market development-pulp and paper, 
teamed up to teach an accelerated math 
class of seventh graders. Bill Villalon, 
asst. manager, intermodal market planning- 
international, and Mark Zuercher, product 
manager-bulk service equipment, shared 
teaching responsibilities for an eighth 
grade social studies class. Ed Forman, 
senior forecasting analyst, and Allen 
Andersen, asst. manager, market planning- 
coal, divided up responsibilities for 
another seventh grade accelerated math 
class. 

This Junior Achievement program is de- 
signed to fit into a school’s curriculum, 
supplementing an existing social studies, 
economics, civics or math class. It 
operates through volunteers in businesses 
like SP who work closely with the teacher 
and take over one class session a week for 
a semester. It gives youngsters the chance 
to learn about the American business sys- 
tem from people who make it happen. 

The mythical “Invader Burger” busi- 
ness was a clever way for Penson and Jor- 
dan to demonstrate some of the problems 
confronting the business person: making a 


The cents and sense of our business 
system come alive with Junior Achievement. 


profit while at the same time contending 
with overhead costs, occasionally needing 
to borrow money and paying taxes. 

In a lesson on consumerism, Forman 
had his students compare dog foods. La- 
bels were scrutinized to see which one had 
the most protein. How much did it cost? 
What was the price per ounce? Was the 
packaging eye-catching? After evaluating 
the different brands, the students selected 
one they considered the “best buy.” Then, 
just to make the exercise as true-to-life as 
possible, Forman asked: “Now what hap- 
pens if after all this careful comparing you 
go out and buy the dog food and your dog 
won’t eat it?” Competition in the market 
place isn’t always limited to dollars and 
cents. 

“We were surprised at the amount of 
participation and interest from the stu- 
dents,” Andersen says. “It’s been a real 
eye-opener to be around kids this age and 
to see our public school system first hand. 
I’m very impressed.” 

Each of the six volunteers—most of 
whom had never taught before—re- 
marked that their lesson plans were aided 
by the comprehensive materials supplied 


by Junior Achievement. 

“I spend about an hour preparing for 
each class,” Zuercher says. Others 
agreed. “Teaching in pairs was a big 
help,” Zuercher adds. “Bill (Villalon) and 
] alternated each week. Others taught in 
teams and shared the teaching responsibil- 
ities for each class.” 

They also credited the regular class- 
room teachers whose cooperation and en- 
thusiasm made these classes a much antic- 
ipated event for the students each week. 

“As a former teacher, I’ve thoroughly 
enjoyed the experience,” says Penson, one 
of three who has agreed to volunteer her 
time for another semester. “It’s been fun 
to teach them about our economic system, 
but I’ve also enjoyed telling them about 
Southern Pacific—what a diversified 
company it is and helping them under- 
stand what jobs and careers are available 
in our company. 

“One day I asked the kids what they 
thought / did for the railroad. They came 
up with all sorts of ideas, but the one that 
I liked the best was that they thought I ‘did 
the lights’—the signals. That’s what they 
thought a woman under five feet tall would 
do for the railroad. It was a great place to 
start a discussion about all the different 
jobs on the railroad, as well as the sub- 
sidiaries, that are necessary to bring SP’s 
services and customers together. 

“This Junior Achievement program has 
also been an excellent opportunity for SP 
to interact with the community. Each of us 
is a very reat, flesh-and-blood representa- 
tive of the company and we hope, through 
our participation that we've given these 
young fotks a good impression of SP” 

Employees interested in participating in 
Junior Achievement should contact L. B. 
Hoyt, executive vice president-corporate 
relations, in the General Office. 


Kristen Jordan helps a student evaluate an ad- 
vertisement’s effectiveness. 
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He SoS 


These employees at San Antonio—as well as every individual throughout the di 


Tops in Safety 


San Antonio Division claims the 1981 Safety Award and its employees are mighty proud. 


Texans like their boots and belt buckles. 

San Antonio Switchman Bill McCue’s 
no exception. On this particular day, how- 
ever, his boots couldn't hold a candle to 
his belt buckle that’s made from a spe- 
cially minted commemorative silver coin. 
Stamped on one side is the San Antonio 
Division emblem; McCue’s name has 
been inscribed on the back. 

Don't assume that this is just another 
railroad souvenir. Neither love nor money 
will get you one. Only an employee 
whose extraordinary performance pre- 
vents an accident or promotes service re- 
ceives the handsome coin. McCue earned 
his for his outstanding efforts in pro- 
moting safety and he wears it with pride. 

The coin is just one part of Super- 
intendent Roy McWhirter’s overall pro- 
gram to improve safety, service, commu- 
nications and employee involvement on 
the San Antonio Division. 

The ambitious program began a year 
ago. It’s been expanded since then—often 
incorporating suggestions made by em- 
ployees. McWhirter believes the program 
has contributed to his division’s improved 
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safety record~-a record that surpassed all 
other divisions last year. and earned the 
1981 Safety Award for the San Antonio 
Division. Total incidents were trimmed by 
15%. Lost-day cases decreased 88% and 
lost days were reduced by 90%. 

“How did we do it? By involving peo- 
ple.” McWhirter explains. “Talking to 
them about what’s going on around the 
division and throughout the company, lis- 
tening to their questions and suggestions, 
and by recognizing a job weli done or a 
heroic act. We tried to let people know 
that they’re important; that the job they do 
is appreciated.” 

At the end of 1980, McWhirter began 
visiting locations throughout the division. 
He talked with employees, complimented 
them on their improved safety perform- 
ance and outlined the goals for 1981. In 
the month of December he met with 649 
employees at Sherman, Dallas, Ennis, 
Hearne, Austin, San Antonio, Eagle Pass 
and Del Rio. From these meetings and 
conversations, McWhirter and his staff 
developed an employee information pro- 
gram to promote safety and service. He is 


convinced the two go hand-in-hand for 
good railroad operations. 

The program consists of: 

¢ A Recognition and Award Program 
to recognize individuals whose out- 
standing performances have prevented 
accidents or promoted service. 

® Meetings with employees. Informal 
talks which may focus on a variety of top- 
ics: safety, accomplishments, goals, or 
current developments within the company. 
Last year, 40% of the employees partici- 
pated in these meetings each month. 

¢ Rules knowledge and under- 
standing. Engineer J. C. Sereno and Con- 
ductor T. W. Loftin developed a “Rule of 
the Day” program to systematically re- 
view Operating rules and regulations and 
promote safety. 

© Communication. Messages sent out 
to on-duty employees using TCC (Termi- 
nal Control Computer) emphasize both 
safety and service. Accidents—either on 
the division or on other parts of the 
system—may be analyzed to discover 
how they could have been prevented. Em- 
ployees may be reminded about changing 


The Division’s 1,440 miles of track stretches inte west, central and north Texas. 
Among the 35 to 40 trains handled each day are “hot shots” to and from the West Coast, 
unit coal trains and traffic to Mexico through the Eagle Pass gateway. 


weather conditions that affect both opera- 
tions and safety. This is often used to keep 
track of the number of days since the last 
lost-day injury and to encourage em- 
ployees to keep up the fine safety record. 

® Special events. Bright yellow jackets 
and caps with the division patch are cur- 
rently being distributed. A suggestion by 
San Antonio Conductor G. W. Dipprey 
resulted in an open house at the San An- 
tonio Depot before Christmas. More than 
1,600 employees and family members at- 
tended to look over a display which in- 
cluded engines, cabooses, the business 
car Tucson, Hi-Rail car and MofW and 
Car Department equipment. Assistant Su- 
perintendent Richard Maldonado de- 
scribed it as a huge success. “Employees 
put a lot of their own time and energy 
setting it up and making sure the equip- 
ment was clean and safe,’ Maldonado 
said. “And the kids got to talk to Santa 
using a walkie-talkie from the cab of the 


Left: Brakeman FL. Martin, shown 
here with his wife, received the first 
award given to the outstanding em- 
ployee on the division. Below: The 
division's specially minted silver 
coin is presented to individuals who 
prevent accidents or promote safety, 


locomotive. We all had a good time.” 

The Recognition and Award Program 
has been especially effective. Each of the 
division’s 10 districts has its own three- 
member board consisting of the cost cen- 
ter manager and two employees who work 
on the district. The boards award the silver 
coins with the division emblem to deserv- 
ing individuals in their area whose actions 
have prevented accidents or improved ser- 
vice. They also select an “Employee of 
the Month” for their district. At the end of 
six months, all the boards select the out- 
standing employee on the division. Brake- 
man FL. Martin, who rescued a 10-year- 
old boy from the path of his train, received 
the first division award and a $1,000 
check. 

A steering committee, made up of 
Jimmy Spivey, assistant superintendent- 
administrative, Doug Dupre, assistant to 
superintendent-PACE, and N.J. “Smokey” 
Stoever, safety officer, oversees the 


program. 

“It’s really gotten a lot of attention 
throughout the division,” Safety Officer 
Stoever says about the Recognition and 
Award Program. “When people are in- 
volved and interested in their work, they 
become concerned about safety and per- 
formance. People are proud when they do 
a good job and receive recognition. And 
people who take pride in their work also 
place safety as a top priority.” 

McWhirter says he wants to better his 
already improved safety record. “I've got 
some ideas, and so do some of the em- 
ployees, for keeping us the safest division 
on the system in 1982,” he says. 

The San Antonio Division’s safety 
tecord has built up momentum over the 
last year. The energy comes from the 
involvement and participation of em- 
ployees—and it’s hard to imagine it’s 
about to run out of steam in the 
future. gO 
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Appointments 


ACCOUNTING DEPARTMENT: At San Francisco: 
ALK. Chang to audit manager: K. R. Regalia to audit 
manager, 

INDUSTRIAL RELATION: 
idry to labor relations officer 


At Houston; R, P, 


Marketing: At San Francisco: J. B. Forster, Jr, fo 
anulyst-TDS: J. W, Owens 10 manager, market develop. 
ment 

Pricing: At. San Francisco: R. J. Miller to pricing 
analyst, 

Sales: At San Francisco: R. C. Zimmerman to man- 
ager analyst, setles research; at Oakland: 6, L. Chaidez 
to staff assistant; Ms. J. G, Gregory to sales representa- 
» Pirozai, EL, to manager- 


iuermodal sales. 
Tariffs and Divisions: J. 
manager-commerce; S.C. Masterson to manager- 


Bertram, UWL, to asst. 


commerce 

Traffic Servi 
to regional traffic representative 

TRANSPORTATION: At San Francisco: E.G. Bak- 
kentu to asst superintendent of car service; D. J. Blake 
to senior assistant superintendent of car service: Ge Av 
Sheperd to asst, superintendent of car service; 

SP LAND CO. At Houston: [.. M. Brown, Jr, fe 
asst. general manager, Brava Oil Company. 


fexico; At Monterrey: B, Hesles M, 


Retirements 


DALLAS DIVISION: 


A. Arndt, district Mof 


FEICE, SAN FRANCISCO: J. Je 
chief clerk: W. Broderson, assistant manager car 
production & contrat: BB. Carey, supervisor of train 

. M. Collett, equipmicnt statement clerk 
spevial assistant-uperations and terminal systems, 
J. J. Plagerman, secretary; M, E. Buller, trainmaster- 


Amtrak; S. J. Graziano, assistant supervisor-OP&C: A. 
L. Hamilton, secretary; P. E. Hayes, clerk: W. J. Ho- 
nold, assistant manuger-Contracis; §. E. Martin, 
secreiary-payroll clerk: S, Miller, valuation engineer; 1. 
M. Monk, assistant general munager-Amtrak; C. W. 
Moody, senior drafisman; R. C. Nagel, engineer of 


TON DIVISION AND REPAIR PLANTS: 
FM. Appelt, plant manager: F. Arceneaux, carman 
welder: F. P. Bohanan, special representative-Law: J. 8. 
Broussard, assistant material supervisor: V. T. Brown, 
car inspector: J. A. Carrick, conductor; W. W. Cookus, 
switehman; W. F. Elder, supervisor-operating field ser- 
vices: J. Fowler, laborer-ruil welding plant: L. J 
liotté, locomotive engineer: S. D. Helms, switchmal 
£. Knight, lineman; G. 1. Long, yard clerk: C. 
Maida, manager quality control-Mechanical; A. Me- 
Adams, laborer; J. Pancamo, switchman: B. Rasberry, 
laborer-driver; D. R. Smith, engine foreman; C. C. 
Tucker, iruveling mechanic; A, E. Woods, demurrage 
clerk; W. M. Wright, locomotive engincer 

LAFAYETTE DIVISION: C. J. Cordilla, general 
yardmaster-Avondate; G. Guilbreaux, brakeman: L. T. 
Holland and T. J. Naro, switchmen; R. L. Mercer, 
agent; R. Mouton, car inspector; E. L. Powell, yard 
helper: J. E. Reynaud, engine foreman; W. M. Rozier, 
motor truck operator; D. A. Soltau, district sates 
manager-New Orleans 

LOS ANGELES DIVISION AND REPAIR 
PLANTS: S. W. Almond, motor vehicle messenger: P. 
M. Ascencia, motor cur mechanic; C. 1, Blanset, MofW¥ 
clerk; G. Campbell, sates representative-Fresno;: J. A. 
Chagolla, laborer: P. J. Duggin, car inspector; H. V. 
Goodman, assistant engineer; W. C. Edwards, tracing 
& tonnage clerk: E. J. Gronek, sules representative; W. 
M. High, account executive intermodal: E, T, Kenney 
and L. P. Renney, clerks: A. L, Lewis, chief clerk; W. 
A. MeGilbray, motor vehicle messenger: E. J. McDon- 
nell, land appraiser; W.R, Murdock, sheetmetal worker; 

G. O'Malley and V.N. Ortega, clerks; W. W. Os- 
good und T. C. Pemberton, engine foremen 
dilla, laborer: M. Rodriguez, welder: W. Severan, 
mot truck operator: J. va, car inspector; F K. 
Taylor, TOFC clerk: J. M. Thorpe, conductor. 


Name: 


Job Title: 


Telephone: Home 


Home Address: 


Work (Ext.). 


City: State: 


Zip: 


I presently hold the following political office(s). Please indicate if it 
is an appointed or elected position. 
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OREGON DIVISION: E. D. Bosworth, carman; L. 
Crum, chief clerk: N. De La Torre, laborer; J. V. Fen- 
nell, yard helper; H. M, Gray, agent-telegrapher: H. J. 
Grendler, boilermaker welder; H. A. Herzog, yard 
helper; J. Lopet, laborer; G. P, Miller, locomotive en- 
ginger: R. L. Murray, foreman; E, H. Rhoads, demur- 
rage clerk; R. C. Saltspaver, telegrapher-clerk; W. J. 
Schaerer, conductor; H. L. Smith, locomotive engineer; 
ER, Villaipando, spike puller operator; J.B. Wood 
ward, conductor; W. J. York, district MofW manager- 
Alturas 

SACRAMENTO DIVISION AND REPAIR 
PLANTS: R. L. Ahlberg, conductor; V. P. Barulfl 
boilermaker; D. L. Campos, lift truck operator: R.N 
Caruso, blucksmith; D. S. Chavez, laborer; D. A. 
Dewey, ussistant engineers M. J. Edwards, conductor; 
J.D, Hernandez, and E. C. Maroney, electricians: R. 
Marolt, welder: T. G. McFarland and A. J. Myers, 
locomotive engineers: S. J. Messina and A. Murillo, 
carmen; E. J. Morgin, telephone operator; 8. Nae 
kahara, electrician; 1. G. Nieto, laborer; P, J. San- 
tiago, carmun; V.R. Thiel, clerk: J. J. Thompson, 
switchman; C. Q. Uggen, district sales manager-Reno. 

SAN ANTONIO DIVISION: G. Flores, porter: 3. 
H. Hopkins, clerk: C. Jasso, laborer; F.C, Jennings, 
telegrapher-clerk: €. B, Ries, chief clerk-traffic: J. L. 
Ragers, locomotive engineer: P. Ruedas, stevedore: M. 
F. Spiars, engine foreman. 

SAN JOAQUIN DIVISION: M. P. Borba, train 
clerk; W. A. Kourafas, conductor; T. MeMillin, agent; 
J.B. Perez, air compressor operator. 

TUCSON DIVISION: D. L. Baker and D. D, But- 
ler, locomotive engineers; R. L. Booher, industry clerk: 
J. E. Bowden, switchman: C. 1.. Brouse, machinist; E. 
G. Castillo, foreman; E. Emnsky and B. E. Hodges, 
locomotive engineers: C. R. Holmgren, clerk- 
telegrapher; 'T. E. King, electrician: M. B. Holguin, 
machine operator; J.T. Moore, agent-wire chief Ru Re 
Orozco, water service mechanic; M. E. Robison, con- 
ductor: J. Rodriguez, car inspector; E. E. Rogers, 


STERN DIVISION: H. A. Armstrong, yurd- 
1. L. Bachman, locomotive engineer: D. O. 
Doolittle, yard helper; R. R. Gaona, motor truck opera- 
ator: C. F Head, pricing coordinator-Burlingame: ¥.. 
Johnson, fuel aif attendant; J.B. Johnson, yardmaster: 
T.B. Meader, conductor: G. E. Pedeupe, car inspector: 
G. W. Rockwell, locomotive engineer; A. Scott, couch 
attendant; E. V. Smith, engine foreman; B. Weber, 
foreman 

COTTON BELT: Pine Bluff Division: G. Beck, as- 
sistant building engineer; T. R. Box, painter: J. O. 
Burnette, senior sales vassaway, fabor 
relations officer; ¥. W. Geter, manager quality contral: 
L. T. Latner, conductor, yard helper: C. W. 
Pilant, locomotive engineer; J. E. Roberts, assistant 
terminal superintendent; D. G. Shaffer, brakeman; J. E. 
Steward, machine operator; W. R. VanVliet, car fore- 
man. Kansas City Division: V. D. Fetterman, con- 
ductor: G. T Hill, yardmaster; J. E. Ostrander, B&B 
foreman; J. R, Patterson, brakeman: C. L. Prater and 
W. A. Randall, clerks; D, G. Reed, mechanical fore- 
man; H, R. Smith, locomotive engineer. 

THE PMT SYSTEM: 'T. T. Edwards, president, Bur- 
lingume; M. Gavela, foreman, Sacramento: SL. 
Grimes, terminal manager Tyler: B. A. Hennessy, fore- 
man, Houston: J. C. Holt, shop superintendent, San 
Antonio: R. M. Jungers, foreman, St. Louis; EL. Mele 
ton, dispatcher, Tucson: J. Travis, terminal manager. 

OTHERS: H. A. Robertson, regional pricing man- 
ager New York: R. C. Valles, district manager- 
engineering. Eureka; J. F, Williams, account executive, 
Jacksonville, Ro C. Worcester, sales representative, 
Jacksonville 


Deaths 


GENERAL OFFICE, SAN FRANCISCO: R. E. 
Bannister, senior claim adjuster; K. D. Hanson, drafts- 
man, Pensioners: W. H. Burkhart and E. V. Egan, 
clerks; Ik. E. Burleigh, head file clerk; FB. Mart, 
assistant chief clerk: R. E. Mello, assistant manager of 
personnel; J. E. Monstelti, sales clerk: M. Rhodeside, 
janitor; L. Traversa, calculating machine operator 
. DIVISION AND REPAIR PLANTS: 
. C. Beard, fireman; J. D. Bisson, cle 


rrician; A. Colquitt, stevedore; R. IL. Colson, clerk; G. 
T. Caok, gang foreman; E. L. Oliphint, /BM clerk: M. 
E. Russell, yard helper: J.T. Vogler, supervisor shop- 
ping schedules-Mechanical; J. V. Watson, assistant gen- 
eral auditor, 

LAFAYETTE DIVISION: Pensioners: C. As 
pelund, electrician; L. Himet, B&B pipefiuter; J. G. 
Mequet, conductor; C. We Rush, assistant super- 
intendent; B. F. Scott, B&B carpenter: J. Taylor, car- 
man; M. K. Woodward, conductor. 

LOS ANGELES DIVISION AND REPAIR 
PLANTS: L. F. Kill, electrician: J. E. Morgan, sheer- 
metal worker: E. G. Tworek, conductor Pensioners: £. 
R. Barrios, stevedore: J. J. Gaughan. locomotive en- 
gineer; B.C. Crowley, sheetmetal worker; E. V. Flores, 
gang laborer; M. B. Hansen, machinist; A. W. Johns, 
switchman; 6. Ketcherside, carman, FB, B. Krebs, yard 
inspector; A. R. O'Hara, brakeman; C. $. Peterson, 
agent; T. M, Sorensen, industry clerk; F. C. Swindle, 


OREGON DIVISION; A. B, Houdashelt, con- 
ductor; G.¥. Prickett, focomotive engineer. Pensioners: 
A.B. Arciga, laborer; B. M. Austin, conductor; G. E. 
Bonner, traveling auditor; S. Clausnitzer, muchin- 
ist; A, A. Courtney, switchman; T. C. Crowley, freight 


agent; HA, Davis, gang foreman: WR. Geer, assistant 
B&B supervisor; R. K. Horsley, conductor; FL, Willi- 
son, locomotive supplyman. 

SACRAMENTO DIVISION AND REPAIR 
PLANTS: D. D. Heller, clerk-telegrapher. Pensioners: 
C. R. Anderson, pipefiter: H. A. Barringer, carpen- 
ter; F, Belluomini, carman; L. Clark, loader; A. De- 
latorre, machinist; M. L. Felt, conductor; E. Gracia, 
locomotive engineer: A. Handler, passenger carman; H. 
Higashi, section laborer: J. W. Higley, section foreman; 
W. J. Lambert, welder; H. Lerch, laborer; L. T. Lib- 
hee, B&B carpenter: L. T. Tiller, freight carman; J. W. 
White, locomotive engineer; M. A. Williams, machin- 
ists J. Yeaqut, clerk. 

SAN ANTONIO DIVISION: Pensioners: R. J. An- 
iol, district freight and passenger agent: 8. O. Faster, 
foreman; J. B. Hopkins, locomotive engineer; O. J 
Mudd, car inspector; E. Price, machinist; J. B. Ra- 
mirez, gang laborer; L. J. Warhol, carpenter; R. C. 
Willis, industry clerk. 

SAN JOAQUIN DIVISION: W. R. Randall, switch- 
man. Pensioner: W. T. Patterson, machinist. 

TUCSON DIVISION: Pensioners: C. C. Adams, 
brakeman; R. L. Hodge, E. HW. Maxwell and J. A. 
Ratliff, focomotive engineers; J. C. Sanchez, machinist; 


RN DIVISION: H. E. Codde, shop fore- 
mun; G. Young, truin clerk. Pensioners: D. A. Conroy, 
hostier: L. D. Cossio, fite clerk: W. C. Fife, conductor: 
M. Luis, engine watchman: G. §. Minjares, coach 
cleaner; E. W. Oram, painter; C. A. Rickords, con- 
ductor; J. C. Vivenst, yardmaster: L. C. Whitney, foco- 
motive engineer. 

COTTON BELT: K. H. Dean, locomotive engineer. 
Pensioners: R. J. Arnold, assistant office manager, St. 
Louis; E. R. Ford, junior rodman, Tyler: G. S. Hogan, 
senior car foreman, East St. Louis; C. A. Kirk, car 
foreman, East St. Louis; E. O. McRae, general agent, 
Shreveport; T. J. Satterw! : R. E, Thornton, 
locomotive engineer; H. Ex Webb, mechanical foreman, 
Commerce. 

OTHERS: Pensioners: We G. Crocket, district 
freight agent, and L. C. Otton, brakeman, both with 
NWP; C. Ceglie, assistant office managen PMT, Port- 
land; L. €. Van Hyning, vice president and general 
manager, SPToT&L, Dallas; ¥. G. Jones, traveling 
freight and passenger agent, Mexico. 
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SOUTHERN PACIFIC’S 


DOCK-TO-DOCK SERVICE. 


A COMMITMENT 
WE CAN PROVE. 


At Southern Pacific, we're committed to reliable dock- 
to-dock performance — performance that will improve 
your inventory and distnbetion control and customer service. 
Because even the fastest scheduled city-to-city train service 
won't do you any good if your freight winds up sitting in a 
railroad yard for an extra day or two, 

In key corridors, you can expect that 90% of your general 
merchandise carload traffic will be delivered within one day 
of our dock-to-dock service standards. We continuously 
moniter our performance, corridor by corridor, in an exclu- 
sive report called the SP Dock-to-Document (shown at 
right}. Lt details our average transit times, plus the actual 
degree of reliability we've achieved in a given corridor. 

Your local SP sales representative wil] be happy to 
discuss your particular traffic flows with you. Call us today. 
You'll see for yourself that when it comes to reliable rail 
service, our results speak for themselves. 


Here's an excerpt from a recent SP Dock-to-Document 
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SP sane en Company 


Southern Pacific's Dock-to-Dock service, which measures tora! transit time for rail shipments rather than yard-to-yard transit 
times, is being promoted in the company’s 1982 advertising campaign. During the next six months, the first of the new ads (above) 
will appear in Distribution, Handling & Shipping Management, Traffic Management, Traffic World and Railway Age. 
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